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EXECUTIVE  DIRECTOR'S  MESSAGE 


Only  four  more  months  until  our  annual 
activities  will  take  place  during  the 
American  Numismatic  Association's  yearly 
convention  in  August,  being  held  in  Astro 
World,  Houston,  Texas.  At  this  time, 
actual  times  and  places  have  not  been 

•tnfirmed  by  ANA  Headquarters,  but  that 
.formation  should  be  forthcoming  for  the 
next  issue.  We  have  requested  a table  in 
the  registration  lobby  for  the  sale  of  our 
annual  BASH  tickets.  These  will  be  handled 
by  Leon  Lindheim,  our  treasurer,  and  will 
not  be  handled  by  mail  this  year.  You  will 
be  notified  in  the  next  Newsletter  the  price 
and  the  amount  of  tickets  each  member  will 
be  allowed  to  purchase.  There  are  still  15 
members  who  have  not  paid  their  dues  for 
this  year.  Am  afraid  they  will  be  unhappy 
if  they  are  not  allowed  to  purchase  their 
BASH  tickets.  Be  certain  you  have  paid  your 
dues  to  be  eligible  to  attend. 


Two  of  the  three  symposium  speakers 
will  be  Margo  Russell  and  John  J.  Ford,  Jr. 
The  other  participant  has  been  on  an  extended 
foreign  tour  and  thus  cannot  be  reached  yet. 
Q.  David  Bowers,  moderator,  promises  an 
excellent,  hard-hitting  array  of  speeches 
which  you  won't  want  to  miss.  Plan  to 
attend  now. 

Advertising  has  been  coming  in  splen- 
didly, according  to  Lee  Martin,  our  ad 
Onager  and  editor  of  Newsletter.  Thanks  go 
to  all  of  you  who  have  come  through  for  us 
and  we  sincerely  hope  that  writers  of  all 


publications  will  remember  those  who  have 
advertised  for  NLG  and  give  some  publicity 
to  them,  whenever  possible. 

We  welcome  four  new  members  into  the 
fold.  They  are  Simcha  Kuritzky,  David  D. 
Gladfelter,  James  M.  Bieler,  and  John  J. 

Ryer.  Eight  other  new  applicants  are  being 
voted  on  by  your  board  of  governors  now. 

If  any  of  you  members  wish  applications  for 
NLG,  please  write  for  them.  Each  new  member 
must  be  sponsored  by  an  NLG  member  and  so 
your  signature  must  appear  on  the  application. 

NLG  Photo  Contest  Chairman,  Paul  R. 
Whitnah  can  be  contacted  at  : 1704  West 
Sussex  Walk,  Hilldale  Village,  Hoffman 
Estates,  IL  60172.  Have  you  readied  your 
entry? 

Book  Contest  Chairmen  are  Laurese  and 
Frank  Katen  and  we  are  indeed  lucky  to  have 
them  serving  in  this  capacity  again  this  year. 

Suggestions  have  been  slow  coming  in 
for  solutions  to  the  annual  writers'  awards, 
but  I do  thank  those  who  have  responded. 

Please  make  this  your  NLG  and  give  freely 
of  your  suggestions. 


Sincerely, 


Virginia  Culver 
Executive  Director 
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MEET  YOUR  NEW  MEMBER 


JAMES  M.  BIELER — A full  time  computer 
specialist  for  the  Treasury  Department, 

James  is  the  author  of  the  very  involved 
COIN  CHARTS  OF  UNITED  STATES  COINS.  His 
name  has  been  seen  in  practically  every 
numismatic  publication.  He  is  a member  of 
the  ANA  and  the  Andrews,  Maryland,  Coin  Club, 
Specializing  in  investment  analysis,  Bieler 
has  charted  new  paths  in  the  hobby.  The 
success  of  his  book  proves  that  COIN  CHARTS 
OF  UNITED  STATES  COINS  has  international 
appeal.  We  welcome  Bieler  to  Guild 
membership . 


DAVID  D.  GLADFELTER — sponsored  by  Virginia 
Culver.  David's  by-line  has  been  viewed  in 
the  TAMS  JOURNAL,  CIVIL  WAR  TOKEN  SOCIETY 
JOURNAL,  CANADIAN  TOKEN,  and  PENNY-WISE. 

He  is  a member  of  all  major  organizations. 

He  was  Associate  Editor  of  the  book,  PATRIOTIC 
CIVIL  WAR  TOKENS,  4th  Edition,  specializing 
in  U.  S.  and  Canadian  historic  coins,  tokens, 
and  medals.  It  is  hoped  that  members  will 
cooperate  in  interchanging  information. 
Interestingly,  he  is  an  attorney,  which  means 
that  the  Guild  now  has  at  least  6 barristers, 
all  of  whom  are  obviously  brilliant  in  the 
legal  field  and  in  numismatics. 


SIMCHA  KURITZKY — sponsored  by  Ray  Byrne. 
Simcha  is  a student  involved  in  writing  as 
a free-lance  specialist.  His  articles  have 
appeared  in  the  WORLD  COIN  NEWS  and  COINage. 
He  is  a member  of  the  Montgomery  County  Coin 
Club,  Maryland,  and  appreciates  British  coins. 
In  the  academic  world,  he  is  an  expert  in 
mathematics.  Simcha  holds  the  unique  honor 
of  being  the  youngest  Guild  member.  He  will 
be  16  on  August  24th.  The  membership  board 
is  to  be  congratulated  for  viewing  a pros- 
pect's accomplishments,  rather  than  his  age, 
as  a factor. 


JOHN  J.  RYER — One  of  the  unique  skills  in  our 
hobby  is  demonstrated  by  this  member.  His 
expertise  is  illustrating  via  magnification 
and  microphotography.  He  backs  his  knowledge 
with  a long  career  in  professional  and  indus- 
trial work.  His  numismatic  speciality  is 
the  investigation  of  innovations  and  equip- 
ment, plus  techniques.  His  speciality  is 
directly  related  to  early  issues,  and  Colonial 
coinage  is  the  specific  area  of  his  involve- 
ment. His  classification  is  Numismatic 
Engineer,  which  is  unique  in  our  membership. 
He  has  been  represented  in  COIN  WORLD,  NENA 
NEWS  and  local  newspapers. 


HAPPY  VAVS 


We^are'  delighted  to  say  that  advertisluM 
contacts  have  been  success fiul  and  the  GuvP 


nou)  has  achieved  tts  goat,  wlvich  Is  to  mini- 
mize  financial  problems  and  to  maxtmlze  the. 
opportunity  to  expand  el  torts  to  better 
service  &or  members  and  the  hobby.  Our 
thanks  go  to  the  Franklin  Mint,  John  Kamin, 

F ijist  Colnvesters , Western  Publishing  Co. 
Medalllc  Art  Company,  Krause  Publications , 
Bebee's,  Trademark  Castings,  Harry  Forman, 
A-Mark  Coin  Company  and  Coin  6 Currency 
Institute.  For  those  advertisers  who  are 
no  longer  with  us,  we  also  want  to  express 
thanks  fior  having  supported  us  in  the  past. 
Without  their  assistance,  the  Guild  would 
not  have  been  able  to  achieve  many  ofi  its 
goals.  The  Survival  ofi  the  Guild  and  its 
goal  oft  better  service  to  the  hobby  is 
directly  attributable  to  the  prominent 
numismatic  organizations  and  individuals 
who  have  recognized  that  ivrlters , editors, 
publishers , curators  and  photographers  have 
something  to  otter  the  hobby. 


AVAILABLE  CLASSICS 


Obol  International  has  reprinted  some 
of  the  major  classics  in  numismatics.  THE > 
COINAGE  OF  ANCIENT  AFRICA  by  L.  Miiller  is 
priced  at  $60.00,  but  includes  extensive 
coverage  of  the  coinages  of  Carthage,  Barce, 
other  autonomous  cities,  the  Ptolemies  and 
the  Romans  in  North  Africa.  You  will  want 
the  listing  of  books  ranging  from  ancient 
numismatics  through  Medieval  and  modern 
numismatics.  Write  Obol  International, 

8 South  Michigan  Avenue,  Chicago,  IL  60603 
for  their  Numisbooks  1978  list. 

The  hard  cover  book,  THE  COINAGE  OF 
DEMETRIUS  P0LI0RCETES  has  some  of  the  finest 
plates  the  hobby  has  seen.  Also  illustrated 
are  ancient  and  modern  imitations.  It  is 
a book  for  everyone's  library. 


~ COMPLETE,  DETAILED  LISTINGS  FROM  1S3S 


mauom m waa  or  morpruormu.  mrotimoMAur  proclamation 
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Krause  Publications'  release  of  the 
STANDARD  CATALOG  OF  MEXICAN  COINS,  PAPER 
MONEY  AND  MEDALS  has  helped  reincarnate 
interest  in  that  field.  The  256-page  bo 
priced  at  $12.50,  was  written  by  Dr.  George 
Vogt.  Excellent  pictures  add 
to  the  book.  It  is  available 
Publications,  Iola,  Wisconsin 
your  local  coin  dealer. 


t 
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Review  of  the  publications 


REVIEW,  CONTINUED 


COIN  WORLD  FEATURED  AN  INTERESTING 
ARTICLE  ABOUT  THE  KAUFMAN  COLLECTION  WRITTEN 
HARRY  X.  BOOSEL.  THE  N.L.G.  WAS  INCLUDED 
i N HIS  BY-LINE.  OTHER  FAMILIAR  NAMES  VIEWED 
IN  THAT  ISSUE  INCLUDE  DAVID  GANZ,  CLIFFORD 
MISHLER,  GROVER  CRISWELL  AND,  OF  COURSE, 

MARGO  RUSSELL. 

NUMISMATIC  NEWS  FEATURES  AN  ARTICLE  BY 
TED  SCHWARZ  THAT  DETAILS  THE  FASCINATING 
STORY  OF  THE  PANAMA  PACIFIC  INTERNATIONAL 
EXPOSITION.  ED  REITER  TELLS  ABOUT  GUILD 
MEMBER  BARBARA  HYDE  IN  "WHO’S  WHO  IN  THE 
HOBBY".  BARBARA,  OF  COURSE,  WAS  THE  EDITOR 
OF  NUMISMATIC  DIGEST  WHICH  MANY  OF  US  REGARD 
AS  ONE  OF  THE  FINER  PUBLICATIONS  OF  THE 
RECENT  PAST.  THE  NEWS  ALSO  SHOWED  AN  EXCEP- 
TIONAL PHOTO  STUDY  OF  THE  SAN  FRANCISCO  MINT 
AS  IT  SPANNED  124  YEARS. 

COINS  MAGAZINE  MARCH  ISSUE  FEATURES 
STORIES  BY  THE  STAFF  AND  COLUMNS  BY  GUILD 
MEMBERS  WALTER  BREEN,  CARL  ALLENBAUGH,  DAVID 
GANZ  AND  ARLIE  SLABAUGH.  GUILD  MEMBERS  TED 
SCHWARZ,  HAROLD  FLARTEY,  R.  W.  JULIAN, 

DUDLEY  MCCLURE  AND  CARL  ALLENBAUGH  ALSO 
WROTE  FEATURES. 

THE  MAY  COINAGE  ALSO  DISPLAYED  ARTICLES 
BY  STAFF  MEMBERS.  OTHER  GUILD  MEMBERS 
..  REPRESENTED  INCLUDE  OSCAR  DODSON,  TOM  BECKER, 
**#AVID  GANZ,  AND  ED  REITER.  COLUMNISTS  DON 
WALLACE,  LEE  MARTIN,  CLEM  BAILEY  AND  JOEL 
RETTEW  CONTINUE  THEIR  REGULAR  REPORTS. 

COINAGE  ALSO  RECEIVES  AN  ADDED  PAT  ON  THE 
BACK  FOR  THE  SUPERB  COLOR  PHOTOS,  INCLUDING 
AN  EXCELLENT  REPRODUCTION  OF  THE  DEATH  MASK 
OF  KING  TUT.  THE  MAY  COVER  IS  ESPECIALLY 
INTERESTING  AS  IT  DEPICTS  THE  PROJECTED  NEW 
DOLLAR  IN  A SIZE  RELATIONSHIP  WITH  THE 
CURRENT  QUARTER  AND  HALF  DOLU\R. 

THE  COLLECTOR,  FRANK  KNIGHT'S  PUBLI- 
CATION, RANGES  FAR  BEYOND  THE  COIN  FIELD, 

BUT  THE  N.L.G.  BY-LINE  IS  OFTEN  NOTED.  IT 
IS  AN  EXCELLENT  PUBLICATION,  HIGHLIGHTED  ON 
OCCASION  BY  FRANK'S  OWN  COIN  COLUMN.  IF 
YOU  ARE  AN  ANTIQUE  BUFF,  YOU  WILL  LIKE  THE 
ARTICLES  IN  THE  APRIL  ISSUE  DETAILING  THE 
VARIOUS  TYPES  OF  DAGUERREOTYPES  AND  "ALL 
ABOUT  DOLLS",  PLUS  ARTICLES  DISCUSSING 
DEPRESSION  GLASS  AND  COCA-COLA.  THE  WORLD 
OF  SILVER  ISN'T  OVERLOOKED.  MEMBERS  M4Y 
WISH  TO  SUBSCRIBE  AND  CAN  DO  SO  BY  FORWARDING 
$7.50  TO  DRAWER  C,  KERMIT,  TX  79745. 

THE  BANK  NOTE  REPORTER  FEATURES  AN 
INTERESTING  ARTICLE  DETAILING  LIBRARY 
^.ARCHIVES  AS  A SOURCE  OF  NUMISMATIC  MATERIAL. 

Published  by  Austin  m.  sheheen,  jr.  and 

MANAGED  BY  FRED  SHEHEEN,  THE  BANK  NOTE 
REPORTER  IS  AVAILABLE  FROM  P.O.  BOX  9, 

CAMDEN,  SC  29020.  WHY  NOT  WRITE  FOR  A 
SAMPLE  COPY? 


ARTICLES  BY  PETER  HUNTOON,  NEIL  SOWARDS  AND 
DR.  JOHN  MUSCALUS  ARE  VISIBLE.  GUILD  MEMBERS 
UTILIZING  THE  N.L.G.  IN  THEIR  BY-LINE  INCLUDE 
FRED  SCHWAN  WITH  HIS  EXCELLENT  "MILITARY 
VIGNETTES"  ARTICLE  AND  CHUCK  O'DONNELL,  WHOSE 
EXCELLENT  COLUMN,  " PAPER  POTPOURRI"  IS  ALWAYS 
INFORMATIVE.  GUILD  MEMBERS  WHO  ARE  INTERESTED 
IN  THE  WORLD  OF  PAPER  MONEY  WILL  FIND  THIS 
PUBLICATION  AN  ABSOLUTE  "MUST  HAVE" 


THE  MAURICE  M.  GOULD  CONTEST 

The  annual  contest  for  those  who  write 
coin  columns  on  a regular  basis  for  non- 
numismatic  publications  (newspapers)  will 
accept  entries  now.  Forward  all  copy  to 
Lee  Martin,  P.O.  Box  667,  Beaumont,  CA  92223. 
Lee  will  re-forward  the  data  to  the  Chairman 
of  the  Judging  Committee  to  be  named  by  the 
Executive  Director,  Virginia  Culver. 

The  annual  contest,  co-sponsored  by  the 
Guild  and  Medallic  Arts,  is  divided  into 
three  areas  - those  who  write  for  a newspaper 
with  a circulation  of  less  than  100,000;  the 
columns  appearing  in  newspapers  with  100,000 
and  more  readers;  and  a syndicated  division 
open  to  anyone  whose  column  appears  in  more 
than  one  newspaper. 

Announcement  of  the  winners  will  occur 
during  the  meeting  this  year  in  Houston  in 
August.  The  Medallic  Art  Company  annually 
makes  the  presentation  at  the  meeting,  but 
winners'  plaques  are  forwarded  to  the  editor 
of  the  publication  which  featured  the  column. 
It  is  hoped  a more  formal  presentation  will 
occur  at  that  time,  when  the  editor  gives 
his  recognition  and  thanks  to  the  honored 
columnist. 


In  the  past,  winning  columns  have  tended 
to  be  geared  to  the  readership.  Columns 
consisting  primarily  of  news  releases  have 
not  been  as  successful  as  those  which  feature 
articles  illustrating  research  and  knowledge. 
All  columns  will  be  judged  on  content,  not 
on  the  album  or  display  carton  featuring 
the  articles. 


Last  year's  winners  were  Susan  Bisaillon 
of  the  DETROIT  FREE  PRESS,  Leon  Lindheim, 
syndicated  columnist,  and  Barbara  White, 
circulation  under  100,000. 

Entries  will  not  be  returned.  A minimum 
of  three  entries  per  columnist  is  required. 


HOUSTON 

Did  you  hear  the  one  about  the  Mother  Goose  book  they 
published  in  Texas?  And  all  the  kids  are  reciting:  “The 
Butcher,  The  Baker,  The  Cadillac  Maker.” 


PUBLISHING  A BOOK? 
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By  Ted  Schwarz, 


NLG 


u 


Breathes  there  a writer  on  numismatic  subjects  who  has  not,  at  least  once 
in  his  or  her  life,  thought  of  doing  a book  on  some  aspect  of  the  subject?  A 
few  of  us  have  done  so,  either  through  legitimate  publishers  or  by  private 
publishing,  often  using  what  is  known  as  the  "vanity"  press.  But  what  is 
involved  with  getting  a book  published?  And  how  can  the  work  be  done  so  you 
make  the  greatest  profit? 

The  first  consideration  is  where  to  find  a book  publisher.  I do  not  _ 
believe  in  self-publishing  and  will  never  do  it  myself.  If  a book  has  a broad 
enough  audience  to  warrant  writing  a book  with  profit  in  mind,  then  it  has  a 
large  enough  audience  for  a legitimate  publisher  to  be  interested.  The  book's 
appeal  and  the  size  of  the  publishing  company  may  affect  the  amount  of  the 
advance  you  receive,  or  even  if  you  receive  an  advance  at  all,  but  you  will 
not  have  to  put  up  any  of  your  own  money.  Keep  in  mind  that  of  the  35,000  to 
40,000  books  published  in  any  given  year,  9470  of  them  (according  to  the  mar- 
keting department  of  one  of  my  publishers)  will  not  sell  more  than  5,000  copies 
before  they  go  out  of  print.  Thus  potential  appeal  is  a factor  in  the  amount 
of  advance  money  the  publisher  will  risk. 

Perhaps  the  major  reason  to  not  consider  publishing  yourself,  beyond  the 
obvious  fact  that  you  are  not  the  best  judge  of  the  quality  of  your  own  work 
and  vanity  publishers  won't  be  honest  with  you,  is  marketing.  How  do  you  plan 
to  get  your  book  before  the  public?  It  is  almost  impossible  to  get  privately 
printed  books  into  enough  book  stores  to  reach  the  potential  market.  You  can 
advertise  in  the  hobby  journals,  but  most  books  sell  through  book  stores  and 
for  that  you  must  go  to  trade  publications  such  as  PUBLISHER'S  WEEKLY  and  th£ 
LIBRARY  JOURNAL.  In  other  words,  even  with  a quality  product,  operating  on w 
your  own,  with  little  or  no  background,  you  are  at  a definite  disadvantage. 

Some  of  the  vanity  publishers  have  their  own  marketing  program.  However, 
in  the  cases  I have  seen,  they  advertise  where  they  are  certain  the  writer 
will  see  it,  such  as  in  the  national  magazines.  These  ads  impress  the  author 
but  do  not  sell  books.  Few  people  buy  based  on  such  an  ad  and  almost  none  of 
the  book  stores  will  stock  a book  after  seeing  such  publicity.  The  few  success 
stories  with  privately  published  books  omit  one  important  fact--no  matter  how 
well  a self-published  book  has  done,  it  could  have  been  a bigger  seller 
through  "legitimate"  channels. 

How  do  you  approach  the  major  publishers  with  your  book  idea?  The  first 
step  is  to  decide  what  you  want  to  write  about  and  determine  why  there  is  a 
market  for  such  a book.  Keep  in  mind  that  you  will  be  competing  with  books 
in  jDrint , not  volumes  that  were  written  a few  years  ago.  It  doesn't  matter 
if  ’everyone"  considers  the  work  of  a 1950  numismatic  writer  to  be  the 
standard  reference  in  a field.  If  that  book  is  no  longer  in  print,  publishers 
will  be  interested  in  your  volume  on  the  same  subject. 

As  an  example  of  how  to  go  about  approaching  publishers,  about  a year  and 
a half  ago,  I determined  that  there  was  no  general  history  of  U.  S.  coinage  in 
print.  Taxay's  book  on  the  history  of  the  U.  S.  Mint  came  about  as  close  as 
any  volume,  but  that  was  published  several  years  earlier  and  no  longer  avail- 
able in  most  bookstores. 

Further  defining  my  market,  I felt  that  such  a general  history  had  to 
appeal  to  the  broadest  possible  audience  in  order  to  have  the  greatest  appeal 
to  publishers.  Coin  collectors  were  my  primary  targets,  of  course,  but  I also 
felt  the  book  should  be  of  interest  to  history  buffs  and  casual  readers.  Thrs 
I planned  a volume  that  would  be  interesting  to  read,  as  factual  as  possibld^ 
and  with  extensive  technical  material,  such  as  coin  laws,  relegated  to  an 
appendix.  This  would  allow  the  casual  reader  to  enjoy  the  book  without  being 
bogged  down  in  technical  material  in  which  he  or  she  was  not  interested.  At 
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Publishing  a Book?. .continued 

the  same  time,  the  historian  had  a way  of  finding  technical  details  and  an 
extensive  bibliography  to  help  with  in-depth  research  into  particular  areas 
to  be  covered. 

Rather  than  being  specialized,  I created  a volume  which  included  sidelights 
the  branch  mints  and  even  life  in  the  gold  and  silver  mining  regions.  The 
only  area  I did  not  cover  was  the  actual  minting  process  which  I felt  was  too 
technical  for  the  type  of  general  history  I wanted  to  write.  However,  the 
book  did  tell  where  to  find  such  information. 

Next  I studied  the  volume  BOOKS  IN  PRINT  which  libraries  have  in  the 
reference  section.  I also  studied  recent  copies  of  PUBLISHER'S  WEEKLY  and 
the  hobby  section  of  larger  area  bookstores.  I found  which  books  on  coin  col- 
lecting were  currently  available  and  made  note  of  their  names  and  why  my  book 
was  different,  broader  in  scope,  more  saleable  or  whatever  was  in  its  favor. 

Finally,  I turned  to  the  annually  updated  WRITER'S  MARKET  published  by 
Writer's  Digest  Books.  I studied  the  book  publishers  to  learn  which  ones  might 
be  interested  in  the  type  of  book  I had  in  mind.  I selected  A.S.  Barnes  and, 
as  luck  would  have  it,  they  were  interested.  I sent  a sample  chapter,  an  out- 
line and  an  over-view  of  what  I planned  to  write,  along  with  my  reasons  for 
thinking  it  would  have  sales  appeal.  The  editor  agreed  with  my  thinking  and 
sent  a contract.  The  book  itself  will  come  out  later  this  year. 

This  same  general  approach  will  work  with  any  topic  you  want  to  cover. 

In  some  cases,  it  is  even  possible  to  get  in  on  the  ground  floor  of  a new 
publishing  program. 

For  example,  Doubleday  is  putting  together  a series  of  books  called 
BEGINNER'S  GUIDE  TO  ...  which  covers  hobbies  that  can  be  enjoyed  at  home.  I 
have  been  asked,  through  my  agent,  to  do  a book  on  coin  collecting  for  this 
series.  In  this  case,  the  publisher  is  totally  unconcerned  about  competition 
because  it  is  felt  that  Doubleday's  marketing  approach  is  so  good,  the  book 
will  get  adequate  display  space  to  sell  extremely  well  in  the  stores. 

► 4 Although  Doubleday  is  "taken",  there  are  numerous  publishers  which  have  a 
series  of  hobby  books  and  for  which  you  might  be  able  to  do  one  on  coin  col- 
lecting, coin  investing  or  coin  history.  By  studying  the  markets,  you  can  get 
an  idea  which  ones  to  contact. 

In  general,  your  approach  should  start  with  a query  letter  detailing  what 
you  have  in  mind.  Offer  to  send  material  on  speculation  if  they  are  inter- 
ested.  When  you  get  an  affirmative,  send  a sample  chapter,  outline  and  over- 
view of  the  book,  as  well  as  a justification  for  publishing  it.  Name  the 
potential  competition  and  be  specific  as  to  why  people  will  buy  your  book  when 
there  are  others  from  which  to  choose.  Some  of  this  will  have  been  stated  in 
your  query  letter,  but  repeat  yourself  when  sending  material,  as  the  query 
letter  will  be  long  forgotten,  in  most  cases,  by  the  time  your  work  arrives. 

Don't  worry  about  your  personal  background.  The  fact  that  you  are  not  the 
leading  expert  in  Etruscan  Burial  Tokens  or  whatever  you  are  writing  about  is 
not  important.  You  are  a professional  involved,  at  least  in  part,  in  writing 
about  coins,  and  that  is  good  enough.  You  can  quote  experts  in  your  book  if 
you  feel  this  is  necessary,  but  you  do  not  have  to  justify  who  you  are  to  the 
publisher . 

If  your  book  is  going  to  be  on  the  coinage  of  a foreign  country,  you  may 
eventually  find  that  you  have  to  work  with  a publisher  from  that  particular 
part  of  the  world  or  an  American  firm  with  a branch  there,  Canadian  coin 
history  is  a wide-open  field  but  you  will  get  the  best  response  from  Canadian 
publishers  who  know  that  market.  The  next  choice  would  be  an  American  firm 
with  a Canadian  outlet  and  there  are  several.  Again,  WRITER'S  MARKET  can  be 
a help. 

What  kind  of  contract  can  you  expect?  Far  less  than  you  might  like.  Books 
coins  can  sell  extremely  well,  but  most  publishers  assume  there  will  not 
be  high  volume  demand.  Thus  they  are  reluctant  to  give  you  an  advance  and,  if 
they  do,  it  may  be  as  little  as  $500  compared  with  the  minimum  of  $2,500  pub- 
lishers pay  for  books  with  better  potential.  This  figure  may  be  paid  par- 
tially upon  signing  and  partially  upon  your  completion  of  the  manuscript  or 
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it  might  be  paid  only  after  you  finish  the  book. 

Be  certain  that  you  have  expenses  covered,  regardless  of  the  advance.  In 
the  case  of  my  history  of  U.  S.  coinage,  I took  a trip  to  Colorado  Springs  to 

photograph  in  the  ANA  Museum  in  order  to  obtain  necessary  illustrations.  The 

publisher  picked  up  the  tab  for  my  flight,  room,  cab,  meals,  film,  etc.  Thi% 
was  added  to  the  advance,  though,  so  I am  indirectly  paying  for  it  out  of  my 
share  of  the  profits. 

Royalty  payments  are  fairly  standard  in  the  industry.  Some  publishers  pay 

a flat  rate  of  10%  of  either  cover  price  or  the  price  they  charge  bookstores, 

substantial  discount  from  cover  price.  Others  pay  the  preferred  10%  of  the 
first  5,000  copies,  12%%  of  the  next  5,000  and  157,  of  all  copies  over  that 
figure.  The  royalty  for  a paperback  produced  after  a hardbound  copy  will  be 
less--generally  6%  to  7%%,  with  no  additional  fees  for  large  volume  sales. 

One  type  of  publisher  not  yet  mentioned  is  the  direct  mail  publisher. 

This  is  a type  of  company  which  sells  through  carefully  selected  mailing  lists 
and  coupon  advertising.  Books  selected  for  such  sale  are  usually  specialized, 
such  as  a volume  on  coin  investing  I am  completing  for  Instant  Learning  in  New 
York.  However,  this  may  not  be  a problem  for  the  topic  you  have  in  mind. 

There  is  no  easy  way  to  find  direct  mail  publishers.  Some  are  listed  in 
WRITER'S  MARKET.  If  you  have  no  luck  there,  you  might  contact  the  Direct  Mail/' 
Marketing  Association,  6 East  43rd  Street,  New  York,  NY  10017.  This  is  an 
organization  of  approximately  3,000  companies  which  sell  by  direct  mail.  A 
number  of  them  are  book  publishers  and  the  Association  may  be  able  to  help  you 
find  the  members  who  can  serve  your  needs. 

If  your  work  is  highly  specialized,  such  as  the  story  of  a particular 
silver  strike  or  an  in-depth  study  of  a branch  mint,  a university  or  college 
press  might  be  the  answer.  Many  universities  publish  books  on  matters  of 
scholarly  and/or  regional  interest.  The  nearest  such  press  to  the  area  about 
which  you  want  to  write  might  be  very  interested  in  publishing  your  volume. 

An  alternative  is  a state  historical  society.  However,  in  both  cases,  the  ^ 
potential  profit  will  be  less  than  from  a general  trade  publisher  with  better 
distribution. 

No  matter  who  you  get  to  publish  your  book,  keep  in  mind  the  realities  of 
lead  time  and  the  real  chance  of  updating  your  work.  A book  contract  can 
allow  as  long  as  one  year  (6  months  is  more  common)  in  which  to  produce  the 
volume  you  will  be  writing.  After  that,  the  book  can  take  from  six  weeks  to 
a year-and-a-half  to  come  on  the  market.  Statements  concerning  coin  prices 
and  similar  matters  can  be  obsolete  by  the  time  your  book  is  out.  Or  you 
might  have  something  so  current  that  it  is  quickly  outdated  and  which  will 
obsolete  your  book  after  only  a few  months  on  the  stand.  Unless  you  and  the 
publisher  fully  understand  the  limitations  with  which  you  will  be  faced,  you 
may  find  your  book's  value  diminishing  greatly.  Either  avoid  material  which 
will  obsolete  very  quickly  or  be  certain  the  publisher  can  realistically  up- 
date it  as  necessary. 

If  book  publishing  is  your  goal,  it  can  be  done  with  someone  else  paying 
all  the  bills  and  handling  all  the  marketing.  With  careful  planning  and  a 
professional  approach,  one  or  more  book  companies  will  delight  in  seeing  your 
work.  There  is  a great  demand  for  books  in  our  field  and  there  is  no  reason 
you  shouldn't  enjoy  the  benefits  of  this  demand. 

Who  Soys  the  Number  13  Is  Unlucky? 

Tin's  much  abused  number  is  the  keynote  of  the 
Great  Seal  of  the  United  States.  In  it  there  arc: 

13  stars 
13  stripes 

13  arrows  in  the  eagle’s  talon 
13  clouds  in  the  glory 
13  letters  in  the  motto 

1 „ , A count  the  above  reveals  the  number  13  re-i 

13  berries  on  the ; branch  pcated  13  times. 1 *  3 * 

13  feathers  in  left  wing 

13  feathers  in  right  wing 

13  feathers  in  the  tail 


J3  x 3 letters  in  “The  Coat  of  Arms  of  the  United  States 
of  America.” 
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• An  Ad  Director  Looks  at  the 


Reports  from  coin  dealers  indicate  that  mail  order  sales  are  up  but  "walk  in  business" 
is  erratic.  Opinion  indicates  that  the  surge  in  mail  orders  is  due  to  involvement  by  the 
public  because  of  the  inflation  scare  and  favorable  publicity  for  the  hobby  in  news  magazines. 

Bowers  & Ruddy  Galleries  Inc.  report  that  the  Philip  J.  More  and  Ambassador  College 
Collections  broke  numerous  all-time-high  price  records.  The  Gallery  believes  it  is  an  opti- 
mistic indicator  showing  the  rare  coin  market  strengthening. 


Ten  common  financial  mistakes  listed  in  U.  S.  NEWS  AND  WORLD  REPORT  are  geared  to  the 
stock  market  investor,  but  coin  buyers  would  probably  benefit  from  the  same  advice.  Examples 
include  failure  to  set  long-range  objectives,  falling  in  love  with  one's  investments,  being 
too  greedy,  lack  of  detailed  financial  records,  shying  away  from  paying  for  professional 
advice,  and  failure  to  follow  a balanced  investment  program,  among  other  ideas  which  include 
making  a proper  will,  having  an  adequate  insurance  program  and  trading  or  speculating  rather 
than  investing.  Falling  in  love  with  one's  investments  in  obviously  a major  fault  of  the 
coin  buyer.  It  is  so  easy  to  become  attached  to  a 20<t  piece  and  the  history  behind  silver  3<t 
pieces  practically  demands  the  coin  be  retained,  but  those  who  are  prof i t-oriented  know  that 
the  laws  of  supply  and  demand  do  not  allow  for  sentiment.  Especially  interesting  are  the 
words  "shying  away  from  paying  for  professional  advice".  Stock  market  experts  are  apparently 
too  often  involved  in  recommending  stocks  they  want  to  sell.  There  is  now  a special  group  of 
advisers  who  do  not  own  stocks  nor  sell  insurance  and  this  may  well  be  a "sign  of  the  times" 
as  far  as  to  who  advises  on  which  coins  have  a potential.  One  noted  expert  has  continually 
recommended  the  1 931 -S  Buffalo  Nickel  and  it  is  a fact  that,  coincidentally,  he  owns  rolls  of 
9 te  low  mintage  coin.  His  advertising  is  probably  logical,  but  the  fact  that  he  would  be  the 
first  to  benefit  is  sure  to  cause  eyebrows  to  raise. 

Strange  things  are  happening  in  the  coin  marketplace.  Former  dealers  who  have  been 
banned  from  many  numismatic  publications  are  coming  out  of  the  woodwork.  The  reasons  why 
their  advertising  privileges  were  revoked  range  from  selling  counterfeit  coins,  coins  with 
added  mintmarks,  processed  coins,  overgrading  and  failure  to  deliver.  The  resurgence  of  the 
marketplace  is  encouraging  the  unethical  dealer,  and  those  who  accept  ads  are  warned  to  pay 
close  attention.  I have  noted  that  Florida  and  Minnesota  seem  to  be  my  trouble  spots.  Not 
all  dealers  from  either  area  are  suspect  but  it  is  apparent  that  "sore  spots"  exist  in  those 
states  beyond  the  norm. 


Not  to  change  the  subject. 
Natural  Gas.  There  is  no  truth 
NLG'er. 


but  there  has 
to  the  rumor. 


been  a lot  of  news  about  LNG  - that  is  Liquified 
. The  title  was  inspired  by  hot  air  from  this 


Which  would  you  rather  have — a barrel  ot  climes 
or  a barrel  of  dollars? 

Choose  the  dimes! 

If  a barrel,  4 feet  high  and  2 feet  in  diameter,  is  filled 
with 

Dimes,  it  would  be  worth $96,536.00 

Quarters,  it  would  be  worth 87,975.00 

Half  dollars,  it  would  be  worth 86,100.00 

, Dollars,  it  would  be  worth  only 84,670.00 

Which  would  you  rather  have  ...  a half-dozen 
dozen  dollars  or  six  dozen  dozen  dimes? 

Again  choose  the  dimes. 

A half-dozen  dozen  dollars  is  $72.00 

Six  dozen  dozen  dimes  is  86.40 


your  correspondence . 
and  see  the  reactior 
TO  envelopes  31# 50. 
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Harold  Flartey 

Member  ANA-AINA-NLG-TAMS  JP-  / 

41  Bassett  A*e.  Mine  Hill 

Dover,  NJ  07801  P.  . 
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ARE  YOU  BASHFUL? 


N.L.G.  BOARD  MEMBERS  AND  APPOINTED  OFFICERS 


A REQUEST  FOR  MEMBERSHIP  COOPERATION 
AT  OUR  NEXT  MEETING  APPEARS  TO  HAVE 
READ  WITH  CLOSED  EYES.  ONLY 
CRUMBLEY  HAS  VOLUNTEERED  TO 


BEEN 
LARRY 
ASSIST. 

WE  NEED  AT  LEAST 
MEMBERS  WILLING  TO 
SKITS,  OR  AT  LEAST 


HALF  A DOZEN 
WRITE  AND  ACT  IN 
DO  SOMETHING  TO 


YOU  WILL  BE 
DURING  OUR 


ENTERTAIN  OUR  MEMBERS. 

HOPEFULLY,  THOSE  WHO  JOINED  US  LAST 
YEAR  WILL  REJOIN  US.  MORE  ABOUT  THIS 
IN  THE  NEXT  NEWSLETTER. 

WRITE  LEE  MARTIN,  P.O.  BOX  667, 
BEAUMONT,  CA  92223  IF 
ABLE  TO  BE  "ON  STAGE" 

MEETING,  x x 

(IF  YOU’RE  TOASTMASTER  AT  A TESTIMONIAL 
DINNER,  WHEN  YOU  GET  TO  THE  EULOGY,  DO 
A FEW  SHORT  SENTENCES  AND  THEN  GO  INTO:) 

And  so,  gentlemen— I ask  you  to  take  glass  in  hand,  rise 
to  your  feet — and  look  to  see  if  you’re  sitting  on  the  rest 
of  my  speech.  I don’t  know  where  I left  it! 

T HINK  OF  A NUMBE®— 

Double  it, 

Add  io, 

Divide  by  2, 

Subtract  number  you  first  thought  of, 

Your  answer  is  5. 


Executive  Director  - Virginia  Culver, 

Box  4316,  Irvine,  California  92716 

Directors  - Yasha  Beresiner,  Box  97, 

London  NW4  2LD,  England 

Ray  Byrne,  Drawer  W,  Delray 
Beach,  Florida  33444 

Abe  Kosoff,  Box  4009, 

Palm  Springs,  California  92262 

Russ  Rulau,  Krause  Publications, 
Iola,  Wisconsin  54945 

Dick  Yeoman,  593  Camino  Corto, 
Green  Valley,  Arizona  85614  (winter); 
5120  Taylor  Avenue,  Apt.  6,  Racine, 
Wisconsin  53406  (summer) 

Treasurer  - Leon  Lindheim,  18503  Van  Aken 
Boulevard,  Shaker  Heights,  Ohio  44122 

Newsletter  Editor  - Lee  Martin,  Box  667 
Beaumont,  California  92223 


Reliable. 

Authoritative. 

Definitive. 

These  are  the  words  that  come  to  mind 
when  collectors  think  of  Whitman’s 
reference  books.  The  collector  and  Whitman 
are  old  friends.  For  more  than  35  years 
we’ve  been  the  source  for  dependable 
information  on  coin  and  currency  values. 
Our  books  set  the  standard  for  the  hobby. 
They  also  make  collecting  interesting  and 
fun  and  our  coin  storage  products  protect 
the  value  of  your  collection. 

Look  for  the  Whitman  signature  when  you 
want  to  be  certain. 


Western  Publishing  Company.  Inc. 
Racine.  Wisconsin 


2 standard  books 
on  coins  and  currency 


GOLD  COINS  OF  THE  WORLD.  By  Fried- 
berg.  From  600  A D.  to  the  present, 
with  market  values.  468  pages,  illus- 
trated, 8V2  x 11". 


COID  COINS  e> 

of  the 

WORLD  5# 
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PAPER  MONEY  OF  THE  UNITED  STATES. 

By  Friedberg.  Illustrates  all  types 
and  sizes  from  1861  to  the  present, 
with  valuations.  328  pages,  8^x11". 


Published  by 

THE  COIN  & CURRENCY  INSTITUTE,  INC. 

393  Seventh  Avenue.  New  York.  N.  Y.  10001 
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COINS  + CURRENCY  + MEDALS 


Round  The  World.. 


GOLD  + CROWNS  + PROOF  SETS 


SASE  For  Our  Bargain  Lists 


Please  Name  Your  Specialty 

MEMBER:  Life  ft  1 10  ANA,  ANS,  PNG,  SCPN,  SPMC,  IAPN,  Others. 


live. 


‘Pronto  Service" 

4514  No.  30th  Street  Omaha,  Nebraska  68111 
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Iola,  Wisconsin  54945 


NUMISMATIC  NEWS  WEEKLY 
COINS  MAGAZINE 
WORLD  COIN  NEWS 
COIN  PRICES 

STANDARD  CATALOG  OF  WORLD  COINS 
STANDARD  CATALOG  OF  WORLD  PAPER  MONEY 
GUIDEBOOK  OF  FRANKLIN  MINT  ISSUES 
OLD  CARS 


serving  over  400,000  collectors 


krause  ^publications 


LOW  COST  CUSTOM  CASTING 
of  COINS,  MEDALS,  BADGES 
and  EMBLEMATIC  JEWELRY 
for  ANNIVERSARIES,  AWARDS, 
PROMOTIONS,  DEDICATIONS, 


CONVENTIONS  and  REUNIONS 


Send  for  prices  and 
free  sample  medal! 


Coatings 


1420-B  SOUTH  RITCHEY  STREET 
^ANTA  ANA,  CALIFORNIA  92705 


SUPPORT  THE  JUNIOR  NUMISMATIST 
and  ED  McCLUNG,  NLG 


AVAILABLE! 


ALL  YOU  WANTED  TO  KNOW 
ABOUT  MODERN  U.S.  PAPER  MONEY 
BUT  DIDN’T  KNOW  WHO  TO  ASK! 

1977 SIXTH  EDITION,. 
THE 

STANDARD  HANDBOOK 

of 

MODERN  UNITED  STATES 
PAPER  MONET 

By  Chuck  O’Donnell 


Order  from  distributors,  dealers 
everywhere  Or  direct  from  the  publisher. 


$15"Lb 


HARRY  1.  FORMAN,  INC. 

Phone  215-2244412 

P.O.Box  5756-^  ''  Philadelphia,  PA  19120 


fJl  MAKE 

m PROFITS  in  COINS! 

The  Hottest,  Newest  1978  Insider  Book  To  Hit  The  Money  Market!  WHAT'S  IN  IT  FOR  YOU!? 


33  MONEY-MAKING  WAYS  YOU  CAN  BENEFIT  FROM 

“HOW  TO  MAKE  MONEY  IN  COINS” 

1 

In-depth-analysis  of  the  teletype 

14. 

Changes  in  regulation. 

26.  17  rules  to  make  big  money. 

system. 

15. 

Which  circulated  coins  should 

27.  Recommendations  on  coins 

2 

Behind-the-scenes  coin 

you  buy? 

ready  to  move. 

movements. 

16. 

How  to  avoid  tricks  and 

28.  Personal  check-list  for  your 

3 

When  insiders  buy  and  sell. 

"snow  jobs." 

success. 

4 

Straight  talk  about  counterfeits. 

17. 

Which  coins  to  sell  or  avoid 

29.  Long-term  strategies  for  100% 

5. 

Coin  cycles  and  trends. 

18. 

A look  Inside  the  bullion  game 

profits. 

6 

How  to  spot  sleepers  months  in 

19 

Best  buys  in  today's  coin  market. 

30.  Plus  much  much  morel 

advance. 

20. 

Best  formula  for  security  plus 

31.  The  S-Mint  Silver  Dollar  Story  — 

7. 

The  ultimate  in  capital  gains. 

capital  gains. 

releases,  best  buys. 

8 

How  to  borrow  on  coin 

21. 

Your  guide  to  money 

32.  The  O-Mint  Silver  Dollar  Story  — 

collections. 

opportunity. 

What  came  out. 

9 

How  to  predict  coin  trends. 

22. 

Human  psychology  and  coin 

33.  Info  on  recent  hoards  hitting  the 

10. 

The  four  best  times  to  buy. 

rotation. 

market. 

11 

How  to  benefit  from  bad  markets. 

23. 

The  FORECASTER  Method  to 

(165  special  money-making  topics) 

12 

Secret  indicators  and  ratios. 

spot  bargains. 

Order  Yours  Now! 

13 

Brand  new  trends  and 

24. 

How  to  spy  with  the  teletype. 

developments. 

25. 

The  use  of  the  “air  pocket.” 

WHAT  THOSE  “IN  THE  KNOW’’  SAY! 

"Kamin  makes  over  200  recommendations  in  his  book  on  which 
coins  to  purchase,  which  to  avoid:  what  to  look  forand  what  tricks  to 
beware  of  can  be  pursued  as  a hobby  in  the  big  city  and  remote 
locations  by  mail.  They  can  be  pursued  by  the  person  with  the  small 
budget  with  $10  to  $20  a month  to  spend,  or  by  the  college  student. 
Book  describing  "best  hobby  of  all."  To  provide  that  knowledge 
— Valley  News,  Van  Nuys,  CA. 

"The  insiders,  the  smart  money  buy  at  the  bottom  of  a coin  cycle 
and  they  have  the  cards  to  deal  to  those  who  follow  at  increasingly 
inflated  prices  as  the  series  or  issue  comes  under  increasingly' short 
supply. " — Coin  World. 

"Full  of  unusual  ideas  — something  for  everyone,  from  collector  to 
investor  to  experienced  dealer."  — Lee  Martin,  Coinage  Magazine, 

" Kamin  is  more  interested  in  timing,  avoiding  low-potential  coin 
investments  and  conserving  one's  funds  . . . underlying  principles, 
rules  and  analytical  systems  . . . points  out  a wide  variety  of 
opportunities  in  every  type  of  coinage  (primarily  U.S.)  and  offers 
literally  thousands  of  useful  tips  and  warnings.  . . . Here's  a good 
piece  of  advice  from  John  Kamin:  consider  doing  the  opposite  of  the 
crowd.  John  Kamin  knows  what  ’s  going  on  in  the  coin  market . . and 
(he)  olfer(s)  a wealth  of  professional  advice  . excellent."  — Coin 
Report,  New  York. 

"Purpose  is  to  explore,  identify  and  reveal  new  techniques,  new 
ideas  for  profitable  coin  speculation.  Starts  where  others  leave  off. 
The  major  emphasis  is  not  just  making  money  with  coin  investments, 
but  making  it  fast  The  astute  investor  will  buy  low  and  sell  high.  He 
buys  when  the  market  bottoms  out  and  sells  his  acquisitions  when 
they  are  hot  Kamin  recommends  specialization  He  explains 
grading,  storing  and  preserving  acquisitions  Explains  coin  price 
cycles.  The  investor/speculator  needs  goals  and  must  plan  his 
strategy  to  fulfill  those  goals,  Kamin  says  The  investor  must  buy 
with  his  eye  to  the  future  — and  the  future  resale  value  — to  maximize 
profit  — Canadian  Coin  Newt. 

WHAT  INDIVIDUALS  SAY! 

"Best  book  I've  read  in  my  55  years.  Congratulations, 

Your  FORECASTER  and  now  this  book  is  the  most  exciting  thing  we 
look  forward  to"  - Sam  D.  Wllklnt,  Clevltton,  Fla. 

I read  your  new  book  How  To  Make  Money  In  Coins,  and  I must 
say  that  it  is  quite  thorough  and  revealing  A solid  addition  to  the 
library  of  collector/investor  like  myself  " — Daniel  Mullen,  New  York, 
N.Y. 


ORDER  SEVERAL  TODAY! 

HowTo  Make  Money  In  Coins  was  magnificent 
It  gives  us  poor  people  a shot  at  making  a buck  " — Jim  Lemke, 
South  Glastonbury,  Conn. 

Just  a few  comments  about  John  Kamin  s new  book  How  To  Make 
Money  In  Coins.  What  will  it  do  for  you?  Much,  and  more,  as  it  has  for 
others I Order  it  yourself  and  be  pleasantly  surprised.  Nothing  like  it 
in  the  Held  ol  coins  has  ever  before  been  published.  Order  today. 
Mail  the  handy  coupon  below.  You'll  be  glad  you  did  Do  it  now. 

WHAT  PROFESSIONALS  SAY! 

"Will  pay  for  itself  chapter  by  chapter  In  fact,  any  one  chapter  can 
more  than  pay  for  the  entire  book"  — Bowers  & Ruddy 

"Anyone  that  does  not  read  it  is  the  loser.  We  feel  so  strongly  about 
this  book  that  we  recommend  it  to  all.  You  owe  it  to  yourself  to  order 
this  book,  read  it.  and  make  sure  your  clients  hear  of  it.  It  is  a 
masterpiece.  Cheap  for  the  money  and  want  to  thank  John  for 
sharing  his  knowledge.  Suggest  you  buy  it."  — Harry  J.  Forman. 

"After  more  than  20  years  in  the  business,  I found  thingsof  which  I 
was  not  aware.  Helpful  items  it’s  a very  good  book,  one  everyone 
should  read"  — Professional  Numismatist  Joel  Rettew, 


"It  is  very  well  done  and  will  provide  stimulating  reading  and 
helpful  advice  to  all  " — Kenneth  E.  Bressett,  Mgr.,  Whitman  Coin 
Products,  Racine,  Wl. 

"It's  an  ideal  book  . . . perfect  for  me.  It’s  the  kind  of  book  I’ve 
always  been  looking  for  . . but  wasn't  available  I'd  have  to 
recommend  it  to  my  friends.  " — Joe  Jones,  Krause  Publications, 


‘EXCELLENT  GIFT! 

Order  How  To  Make  Money  In  Coins  today! 

j"send  To:  FORE  CAST!  R"i  9623Ventura  Blvd  M-sTi”.”  “s  e1 

• Gentlemen:  Rush  me copiesof“HOWTOMAKEMONEYIN  I 

I COINS"  @ $15,  plus  75C  postage  and  handling  per  book  (Califor- 1 

| mans  add  90S  tax)  Check  enclosed  | 

| Name 


I 


l_Address  J 

P S.  ACT  NOW  - LIMITED  EDITION!  SIGNED  AUTOGRAPH 
FREE  WITH  ORDER  ON  REQUEST! 


P.S.  John  Kamin  is  a long-time  member  of  the  Numismatic  Literary  Guild. 


MAIL  TODAY 


Medalists  to  America 
Since  1900 


OLD  RIDCEBURY  ROAD  • DANBURY,  CONN.  06810  • (203)  792-3000 

C197B  It 


MEDALLIC 


CREATING  FINELY  SCULPTURED  MEDALS  AND 
MEDALLIONS  IS  AN  ART  AND  A TRADITION 
THAT  WE  BEGAN  IN  1900.  IT  HAS  BEEN  OUR 
CONTINUAL  DEDICATION  TO  THE  HIGHEST 
LEVELS  OF  EXCELLENCE  IN  DESIGN  AND  PRO- 
DUCTION THAT  HAS  EARNED  US  RECOGNITION  AS 
"THE  FOREMOST  ART  MEDALIST  IN  AMERICA." 
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Redfield 

Wilkison 
and you 

You  may  already  know  us  as  the  people  who, 
last  year,  purchased  the  LaVere  Redfield  Silver  Dollar  Collec- 
tion; 407,000  of  the  finest  silver  dollars  ever  minted.  At  $7.3  mil- 
lion, it  was  the  largest  transaction  in  numismatic  history.  It  even 
got  us  into  the  Guinness  World  Book  of  Records. 

As  you  can  see,  Mr.  Redfield  collected  quality 
and  A-Mark  went  a long  way  to  get  it. 

Or  you  may  know  us  as  the  people  who 
bought  the  Wilkison  Gold  Pattern  Collection.  Wilkison,  a coun- 
try doctor  from  Tennessee,  managed  to  collect  forty-five  gold 
patterns;  more  than  the  Smithsonian  could  get  its  hands  on  and 
over  60%  of  all  the  gold  patterns  known.  The  collection,  now 
valued  at  $5  million,  contains  the  most  expensive  coin  in  the 
world.  Wilkison  collected  quality,  too. 

But  don't  get  scared  away.  Despite  the  size  of 
these  landmark  collections,  our  bread  and  butter  depends, 
shall  we  say,  on  more  modest  dealings.  In  fact,  65%  of  all  the 
purchases  we  make  come  to  $2,000  or  less. 

Wherever  there's  quality,  you'll  find  us.  Be- 
cause in  addition  to  being  in  the  business,  we're  also  collectors. 
And  we  want  to  buy  the  best.  On  the  other  side  of  the  com,  we 
always  have  the  best  to  sell. 

We  also  know  that  collecting  is  more  than  just 
cold,  hard  coins.  So  you  can  be  sure  we'll  treat  your  collection 
with  respect.  All  the  way  down  the  line,  including  the  bottom 
line.  There  is  no  one  who  will  offer  you  a fairer  price  for  your 

colns'  At  A-Mark.  you'll  find  that  selling  your  coins 

can  be  as  rewarding  as  collecting  them.  Which  may  be  why 
some  of  the  finest  coins  from  the  finest  collections  pass  through 
our  hands  every  day. 

Whatever  you  want  to  sell — an  individual  rar- 
ity, an  accumulation  or  an  entire  collection,  call  our  President, 
Gary  Gordon.  In  California,  call  (213)  550-8861,  collect.  Out  of 
state,  call  (800)  421-0436,  toll-free. 

Redfield,  Wilkison  and  you.  You’ll  be  in  good 


company. 


You'll  be  in  good 
companjr 

A-Mark  Coin  Company,  Inc.,  United  California  Bank  Building 
9601  Wilshire  Boulevard,  Beverly  Hills,  California  90210 
In  California,  call  (213)  550-8861.  Out  of  state,  call  (800)  421-0436. 
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Limited  Edition  Collectibles 

Educationally  rewarding.  . . aesthetically  pleasing. 


FRANKLIN  MINT  CORPORATION 
Franklin  Center.  Pennsylvania  19091 

THE  WORLD'S  LEADING  PRODUCER  OF  LIMITED  EDITION  COLLECTIBLES 


